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What’s Inside
Page 3
TREPAC Sporting Clay Shoot
Register now to shoot, sponsor or
do both

Page 5
Texas REALTORS® 360 Event

Register by July 30 to attend the Region 1 meeting in Amarillo

Page 6
MLS Matters
See the new MLS Matters feature of
the newsletter

Page 7
United Way Campaign
We have more tips for raising money in your office for the United Way

Page 10
Commercial Corner
Learn how to create your own rock
star team and when to do it
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July 21-28 Membership Changes
REALTOR® Membership
Applications*
Kelysey Emerson, Aycock Realty Group,
LLC
Kalli Moore, Flatland Realty LLC
Tonya Cozart, Keller Williams Realty
Clarissa Lopez, Novus Real Estate
Callie Noland, Keller Williams Realty
Micah Vasquez, Keller Williams Realty
Josh Lashaway, Keller Williams Realty
Jessica Vaughan, Texas Home and Land
Connection
Amy Poole, Andi Dunlap Realty

New Affiliates
Browne, Walker - Representative
Home Inspections

Walker

Transfers

Sarah Jones, Keller Williams Realty, to
Chaney Realty
Mark Benavides, eXp Realty LLC, to
Progressive Properties

Cancellations
Shae Griminger, Halley Road Real Estate
Jamie Cofer, Progressive Properties
Taryn Skoumal, Keller Williams Realty

Miscellaneous Changes
Summer Caffey reinstated with L3 Brokers
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Flood Zone Layer — This updates whenever FEMA makes an
update
Subdivision — This information comes from Lubbock
Central Appraisal District
Subzone — This helps you find the correct subzone when
entering a listing
Electric Company — This shows which electric company the
listing uses
Last Sale and Loan to Value — This shows when the property
last sold and the estimated amount on the mortgage
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August Membership Meeting
with Leigh Brown

L

eigh Brown - REALTOR,
Speaker, Trainer and
Author brings her
infectious energy to the
LAR at the Overton Hotel on
August 19th.

Membership Luncheon begins.

Leigh will teach a two hour CE
class, “Turn Down the Noise, Turn
Up the Volume” from 9 a.m. to 11
a.m.

Register now for the CE class and
the August Membership luncheon
by clicking HERE.

This class will get you fired up
to revamp your messaging to
reach buyers and sellers in today’s
market! Leigh will cover a broad
range of topics including today’s
business/market conditions,
technology updates, creating
engaging messaging, content
strategy and more!
At 11:30 a.m. the August

Leigh Brown will be giving a key
note presentation titled “Igniting
the Passion”. You’re not going to
want to miss this.
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Classes and Events
The Forms You Need to Know
Wednesday, August 4
9 a.m. to Noon
Click HERE to register

Maximizing Your CMA Using RPR
Friday, August 6
9 a.m. to Noon
Click HERE to register

TREC Legal Update 2
Monday, August 16
1 p.m. to 5 p.m.
Click HERE to register

New Member Orientation
Wednesday, August 11
8:30 a.m. to 1 p.m.
Click HERE to register

August Membership Luncheon
Free CE - Understanding the
National Flood Program
Wednesday, August 11
9 a.m. to 11:30 a.m.
This class is FREE but you must Click
HERE to register

TREC Legal Update 1
Monday, August 16
1 p.m. to 5 p.m.
Click HERE to register

Free CE - Learning to Love
Affordable Housing
Tuesday, August 17
10 a.m. to 11 a.m.
This class is FREE but you must Click
HERE to register

Thursday, August 26
11:30 a.m. to 1 p.m.
Click HERE to register

TREPAC Sporting Clay Shoot
Friday, August 27
8:30 a.m. to 5 p.m.
Click HERE to register

GRI Marketing - Business Skills
October 11-14, 2021
8:30 a.m. to 5 p.m.
Click HERE to register

The Forms You Need to
Know
Wednesday, August 4, 2021

Click HERE to register
CE hours: 3
(This course is a qualifying contracts
class for licensees in their second
renewal on.)
This course reviews the most widely
used TREC and TAR forms needed
to conduct real estate transactions.
Included are various sales contracts
and a wide range of addendum.
This course teaches the proper use
and completion of these forms and
provides a comprehensive view of
the types of contracts available for
use in real estate transactions. It will
also cover how to handle updates and
changes to contract forms, along with
other related documents and addenda.
This purpose of this course is to
familiarize the real estate license
holder with the most current and
commonly used forms in a residential
real estate transaction. Will learn to
understand and use the proper form(s)
for different real estate transactions
so that they effectively serve their
client. The course intent is to provide
insight on the importance of using
correct form(s) to ensure a successful
transaction for the agent and client.
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How to Develop a Rock Star Team

M

any brokers and agents
fall in love with the
concept or dream of
putting together a rock
star team in order to maximize their
revenue, profits, leads, and closings.
But you must first take a good,
honest look at how much volume
you have and whether it justifies the
time you’ll spend building a team or
teams within your brokerage.
Doing 40 transactions per year is a
good benchmark—any number over
40 deals a year (one deal per week or
more) would likely justify looking
around for some help.
If you’re a new agent not yet doing
much business, starting a team is
not something you should consider
at this time. You need to ensure you
have enough business to support
yourself and business to support
additional people (and their
families).

Are You Ready to Become
Team Leader?
As a top solo agent, look at the
strengths and weaknesses within
yourself to assess whether you

have the leadership qualities—or if
you’re willing to develop the skills
necessary—to become a team leader.

backward in terms of the minimum
number of leads and systems you’ll
need to achieve those goals.

Rock star team leaders have two
jobs: One job is to be the chief lead
generator for the team, and two, is to
cultivate the best levels of excellence
and productivity within the team.

As we write in our book and discuss
in our daily podcast, lead generation
is the bottom line for revenue
generation. Here are some systems
you should consider creating:

If you come to the conclusion that
you’re ready and able to start a
real estate team, start by setting
your revenue goals and then work

•
•
•

Specific business plan and
goals
Vision, purpose, and branding
Lead generation and follow-up
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•
•
•
•
•
•

systems
Marketing and advertising
Database and referral system
Listing inventory and farming
system
Buyer, escrow, and transaction
management system
Internet, social media, blog
marketing
Financial, productivity,
profitability reports and
forecasts

Key Roles and Timeliness
of Hiring
First, hire an administrative
whiz who can get your crucially

important real estate systems
functioning as highly-tuned Swiss
watches.
Remember, administrative
personnel must contribute to the
bottom line of the team as a whole
by maximizing your productivity,
lead generation, and revenue. As we
write in our book, no team member
gets a “free ride.”
After hiring an administrative whiz
then it’s time to look for productive
agents, including a buyer’s agents
who can handle at least four
transactions a month and ensure
that no lead slips through the cracks.

Then consider hiring an inside sales
agent who is able to make, track,
and measure incoming and outgoing
phone calls, texts, and emails to and
from leads. Lastly, consider hiring a
listing agent or specialist.
Keep in mind that fast and
consistent follow-up will generate
more leads. Make sure your team’s
systems and all your team members
are working together efficiently and
consistently, and are ready to hit
the ground running as those leads
continue to grow.
Click HERE to read the original article by
Tim and Julie Harris
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TREPAC DISCLAIMER: Contributions are not deductible for federal income tax purposes. Contributions to the Texas Association
of REALTORS® Political Action Committee (TREPAC) and the Texas Association of REALTORS® Federal Political Action Committee (TAR FedPAC)—which makes contributions to the REALTORS® Political Action Committee (RPAC)—are voluntary and
may be used for political purposes. The amount indicated is merely a guideline, and you may contribute more or less than the suggested amount. You may refuse to contribute without reprisal, and the National Association of REALTORS®, the Texas Association
of REALTORS® (TAR), and its local associations will not favor or disadvantage anyone because of the amount contributed. Until
the RPAC annual goal is met, 70% of an individual’s contribution goes to TREPAC and may be used to support state and local candidates; the remaining 30% is sent to TAR FedPAC to support federal candidates and is charged against your limits under 52 U.S.C.
30116. (Exception: 100% of an individual’s contribution goes to TREPAC if the individual is an employee of an affiliate member of
TAR.) After the RPAC annual goal is met, 100% of an individual’s contribution goes to TREPAC and may be used to support state
and local candidates. You may contact the TAR political committee administrator at 800-873-9155 to obtain information about
your contributions.

